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EXECUTIVE  SUMMARY 
The  purposes  of  this  report  are: 

*  To  present  a  short-range  Retail  Program  for  the  Dudley  Square  Business  District  and  to 
propose  an  Immediate  Action  Strategy  for  achieving  that  program  ;  and 

*  To  present  a  long-range  Retail  Program  for  Dudley  Square,  and  to  demonstrate  the  need  for  an 
Economic  Development  Strategy  to  increase  demand  in  the  trade  area,  and  for  a  Unified 
Development  Strategy  to  increase  the  share  of  that  demand  to  be  captured  by  the  retail 

stores  at  Dudley  Square. 

1 .  The  total  amount  of  space  devoted  to  retail  stores,  restaurants,  consumer  services  and  banks  in 
the  Dudley  Square  business  district  is  246,000  s.f. 

2 .  The  retail  component  of  this  program  comprises  203,000  s.f.  of  shopping  goods  and 
convenience  establishments  with  sales  of  $  38.0  million  a  year  ($  190/s.f.). 

3 .  The  retail  program  would  be  expanded  to  230,000  s.f.  in  the  short  range.  Phase  I,  by 

the  leasii^  of  30,000  s.f.  of  vacant  store  space.  Total  sales  would  increase  to  $  46  million  a 
year  ($  200/s.f.). 

This  increase  in  sales  would  be  stimulated  by  an  Immediate  Action  Strategy  designed  to 
improve  public  safety  &  maintenance,  parking,  the  design  of  the  shopping  environment  and 
marketing  so  as  to  attract  more  business  from  the  existing  household  and  income  base  in  the 
Roxbury  trade  area  ftom  which  Dudley  Square  derives  most  of  its  customers.  The  Immediate 
Action  Strategy  would  be  supported  by  improved  services  fit)m  public  agencies  and  by 
payments  of  a  pscentage  of  the  increase  in  sales  to  be  genaated  by  the  Action  Strategy. 

4 .  The  retail  program  would  be  expanded  to  290,000  s.f .  in  the  long  range.  Phase  n,  by  the 
addition  of  60,000  s.f.  of  new  retail  store  space  including  a  supermarket.  Total  sales  would 
increase  to  $  58.0  million  a  year  ($  200/s.f.). 

This  increase  would  be  achieved  by  an  aggressive  Economic  Development  Strategy  designed 
to  increase  consumer  demand  by  creating  100  to  200  new  jobs  a  year  and  adding  100  to  200 
new  households  a  year  in  the  Roxbury  trade  area  over  a  period  of  ten  years;  and  by  a  Unified 
Development  Strategy  that  would  improve  the  merchandising  mix  to  increase  the  share  of  the 
new  demand  to  be  captured  by  the  expanded  retail  program  in  Dudley  Square. 


DUDLEY  SQUARE  SPACE-USE  INVENTORY 

The  Dudley  Square  Business  District  comprises  an  area  of  approximately  60  acres  bounded  by 
Melnea  Cass  Boulevard  on  the  north,  Harrison  Avenue  on  the  east,  St  James  Street  on  the  south, 
and  Shawmut  Avenue  on  the  west  (see  DUDLEY  SQUARE  map,  page  3).  The  BRA  prepared  a 
"Use  and  Condition  Survey"  of  the  Dudley  Square  Business  District  in  November  1989.  This 
survey  information  is  organized  into  two  basic  groups  for  the  purposes  of  this  report: 

1.  R^tt^il,  Consumer  Services  &  Banks,  comprising  70  establishments  with  first  floor 
access  occupying  approximately  246,000  s.f.  of  floor  space;  and 

2 .  Offices  &  Qthg  Activities,  comprising  158  other  locations  with  approximately 
976,000  s.f.  of  occupied  and  vacant  non-residential  and  residential  space. 

The  total  Space-Use  Inventory,  therefore,  comprises  228  establishments  and  locations  in 
a^roximately  1.2  million  square  fieet  of  occupied  and  vacant  floor  ^>ace. 

The  Retai]^  Consumer  Services  &  Banks  establishments  constitute  the  retail  development  programs 
for  diis  rqxnt.  These  establishments  are  organized  fuiAer  into  groups  that  reflect  customer 
spending  patterns  and  that  are  used  by  the  U.S.  Coisus  fw  reporting  retail  sales  information. 
Tlieseare: 

a.  General  Mochandise,  Apparel,  Furniture  and  Other  shopping  goods  stores  in  which 
customers  do  comparison  shopping,  identified  by  the  acronym  GAFO ; 

b .  Miscellaneous  Retail  stores.  Food  stores,  and  Eating  &  Drinking  Places  which  are 
characterized  as  Conveniaice  establishments;  and 

c.  Consumer  Services  A:  Rank?;  which  include  establishments  such  as  personal  and  repair 
services,  maHical  and  dental  services,  and  banks  and  other  financial  services  that  typically 
occupy  retail  store  space  with  first  floor  access  for  customers. 


A  summary  table  of  the  Dudley  Square  Space  Use  Invoitory  follows  on  page  2. 


SUMMARY:  DUDLEY  SQUARE  SPACE  USE  INVENTORY 


Retail  No. 

General  Merchandise  2 

Aj^nrd  &  Accessories  13 

Furniture,  Home  Furnishings,  etc.  2 
Other  Shopping  Goods                                     -    _Z 

Subtotal  GAFO  (Shopping  Goods)  Stores  19 

Miscellaneous  Retail  .  8 

Food  Stores  7 

Eating  &  Drinking  Places  17 

Subtotal  Convenience  Retail  32 


Square  Feet 
35,400 
28300 
34,000 

103,700 

46,400 
22,200 

30.700 
99,300 


Consumer  Services  16 

Banks  (Fn^  Root)  _1 

Subtotal  Consumer  Services  &  Banks  1£ 

Total  Retail.  Cfmsumer  Services  &  Banks  70 

Offices,  Organizations  & 

Other  Non-Residential  Locatiims  37 

Vacant  NoD-Residratial  Locations  S2 

R^  jyn^^l  T  lyarinn^f  (Occupied  and  Vacant)  69 

Total  Offices  &  Other  Locations  158 

GRAND  TOTAL  ALL  LOCATIONS  228 


423,900 
407,200 
144.700 
975,800 

1,222,100 


Summary  of  definitions: 

*  GAFO  =  "General  Merchandise,  Apparel,  Furniture  and  Other  Shopping  Goods"  retail  stores 
in  which  customers  do  comparison  shopping. 

*  Convenience  =  "Miscellaneous  Retail  Stores,  Food  Stores,  and  Eating  &  Drinking  Places." 

*  Consumer  Services  &.  Rank*;  =  "Perscmal  &  Repair  Services,  Medical  &  Dental  Services, 
Banks  &  Financial  Services". 


DUDLEY  SQUARE 

SPACE  USE/FIRST  FLOOR 


J 


(General  Uefchandiae 
(Department  Variety...) 
Apparw  &  Accetaonea 

(Clott«ing.  Shoes ) 

Furniture ,  Home  Fumisftinss 

fmd.  Appltances.  Radio/TV ) 

Other  Shopping  Gooda 

(Gifts.  Je\Melry ) 

Miaeelianeoua  Retail 
(Drugstore. Liquor.  Auto, Used.) 
Food  Stores 

(Groceries,  Bsh,  Produce..) 
Eating  &  Drinking  Places 
(Restaivants.  Lounges..) 
Conaumer  Servicea 
(Beauty,  Oental.Repair..) 
Banka,  Offlcea,  Organiss^ktste, 
(ind.  Institutions) 
Other  Nofv  Residential 
(Mfg..  Storage,  Transit..) 
Residential 

©ApproxiEViCie 
no.  of  spases 
inuae. 
Open  Land 

Vacant  BuiMinga 

Dudley  Station 
MBTAPropety 
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RFTAIL  PROGRAMS  AND  ACTION  STRATEGIES 

The  existing  GAFO  &  Convenience  retail  program  of  203,000  s.f.  in  Ehidley  Square  is  operating  at 
an  avaage  sales  level  of  approximately  $  190  per  square  foot  to  produce  a  total  sales  volume  of 
$  38.0  million  a  year. 

Tlie  Riase  I  retail  program  of  230,000  s.f.  is  proposed  to.  operate  at  an  average  sales  level  of 
$  200  per  square  foot  to  produce  a  sales  volume  of  $  46.0  million  a  year. 
This  is  $  4.2  million,  or  10  %,  higher  than  the  fair  share  sales  volume  of  $  41.8  million  derived  for 
that  program  by  a  conventional  market  analysis  using  a  gravity  model  approach,  also  known  as 
Reilly's  Law,  after  the  work  of  Dr.  William  J.  Reilly,  University  of  Texas,  1929. 

The  Phase  U  retail  program  of  290,000  s.fo  is  proposed  to  operate  at  an  average  sales  level  of 
$  200  per  square  foot  to  produce  a  sales  volume  of  $  58.0  million  a  year. 

This  is  $  8.4  million,  or  17  %,  higher  than  the  fair  share  sales  volume  of  $  49.6  million  derived  for 
that  program  by  a  ccmventional  maricet  analysis  (see  RETAIL  PROGRAMS  map,  page  7). 

Aggressive  ^t^tm  -^tntgST^  would  be  be  required  to  increase  the  sales  volumes  from  the 
conventional  fair  share  levels  to  the  higher  target  levels  needed  to  encourage  new  stores  to  enter  the 
Roxbury  maiket 

a.  An  Tmmeriiate-Actfnn  Strategy  is  proposed  foT  Riase  L  to  improve  the  flyaUfx  of  the  retail 
experioice  at  Dudley  Square  so  as  to  attract  more  business  from  the  existing  household  and 
income  base  in  Roxbury;  and 

b.  An  Economic^Developmoit  Strategy  is  proposed  for  Phase  11.  to  increase  the  number  of 
households  and  to  increase  incomes  in  Roxbury  on  the  demand  side,  and  a  Unified 
Development  Strategy  is  proposed,  as  well,  to  improve  the  merchandising  mix  in  Dudley 
rSqVtlPr  on  the  supply  sicte  in  order  to  compete  successfully  with  probable  improvemaits  in 
comp^ing  retail  centers  by  the  year  2000. 

An  Tmm^iate  Action  Strategy  tor  Phase  I 

Create  a  T>K;llfy  Sq!"*^  tetail  task  force  to  pursue  the  following  actions: 

1.     Meet  with  Area  B  police  officials  to  adopt  a  Public  Safety  Compact  for  Dudley  Square 

that  will  spell  out  the  plans  and  schedules,  the  personnel  and  equipment  requirements,  and  the 
related  public  and  private  costs,  for  public  safety  program  elements  such  as: 

a.  on-foot  patrols  by  police  officers  with  frequait  in-store  visits  during  business  hours; 

b.  24  hour  in-store  surveillance  systems,  where  wananted,  with  a  central  control  station; 

c.  strict  enforcement  of  posted  no- trespassing  areas: 

d.  strict  enforcement  of  proper  on-street  and  off-street  parking  practices. 
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2 .  Meet  with  appropriate  public  officials  and  others  to  adopt  a  maintenance  program: 

a.  to  establish  effective  street-cleaning  and  sidewalk  cleaning  schedules; 

b .  to  establish  effective  surface  treatment,  cleaning  and  maintenance  procedures  fior 
vacant  lots,  public  and  private. 

3.  Meet  with  appropriate  public  officials  to  adopt  a  ^tong  program: 

a.  to  establish  paid  and  by-permit  secure  off-street  parking  arras  for  long-term  users  such  as 
retail,  service  and  office  employees  and  managers,  and  transit  riders; 

b .  to  designate  secure  cm-street  and  off-street  parking  areas  for  short-term  users  such  as 
customers  and  clients  including  consideration  of  special  permits  and  validation  approaches. 

4 .  Meet  with  appropriate  public  officials  and  others  to  adopt  design  criteria  and  implementation 
procedures: 

a.  to  aicourage  high  quality  improvements  of  storefronts,  facades  and  signs  on  existing 
properties  and  properties  undo^oing  rehabilitation; 

b .  to  encourage  the  installation  of  appropriate  street  lights,  sidewalk  pavement,  street  trees, 
trash  receptacles,  and  other  street  furniture. 

5.  Mftef  with  appmpriate  public  ofRcials  and  othgs  to  institute  a  fiestival  marketing  program  that 
will  celdnate  the  ethnic  and  racial  diversity  of  Roxbury  witii  weekoid  and  holiday  public 
markets  and  festivals  centered  on  the  former  Blair's  Foodland  property. 

6 .  Engage  a  consortium  of  real  estate  brokers  to  undertake  the  leasing  of  the  35,000  s.f.  of 
existing  vacant  space  that  comprises  the  Phase  I  expansion  program  for  Dudley  Square. 

7.  Meet  with  appropriate  public  officials  and  others  to  considg  the  establishmait  of  a  R^il 
Academy: 

a.  to  offer  education,  training,  and  placement  in  retail  and  services  occupations  to  Roxbury 

residents;  and 
b  to  provide  support  services,  such  as  day  care,  for  children  of  parents  employed  in  Dudley 

Square. 

8.  Meet  with  appropriate  public  officials  and  others  to  prepare  operating  budgets  for  the 
Kmpi^iat?  Action  Strategy,  and  to  work  out  ways  and  means  of  supporting  the  public  and 
private  costs  of  the  Action  Strategy. 


The  increase  in  sales  of  10  %  for  the  Phase  I  retail  program  fiora  a  fair  share  amount  of  $  41.8 
million  to  a  target  amount  of  $  46.0  million  could  be  generated  by  the  aggressive  pursuit  of  tiie 
TTTim^iate  Action  Strategy.  ThCTe  is  ample  evidence  in  the  shopping  center  industry  of  situations 
whexe  experienced  r^ail  developmait  companies  have  tumed-around  failing  or  mohbimd  retail 
properties  by  creative  management  practices,  such  as  Aose  described  above,  that  are  sraisitive  to 
the  markets  to  be  saved. 

An  Eccmomic  Development  Strategy  for  Phase  n 

A  fair  share  sales  volume  of  $  49.6  million  is  estimated  for  the  Phase  n  retail  program  of 
290,000  s.f.  This  sales  volume  would  be  achieved,  all  other  things  being  equal,  if  there  are  no 
imjHtJvemaits  in  the  retail  competition  (described  as  AllOtherRetail).  The  target  sales  volume 
established  for  Riase  n,  however,  is  $  58.0  million.  This  is  $  8.4  million,  or  17  %,  higher  than 
the  fair  share  amount  At  least  Ms  level  of  sales  would  be  required  to  attract  new  retail  stores  to 
Dudley  Square.  Even  if  there  were  no  improvemaits  in  AllQtherRetail.  this  target  would  be 
difficult  to  react  It  is  likely,  however,  that  there  will  be  improvements  in  AllOthgRetail.  Massive 
additions  to  tiie  retail  base  in  downtown  Boston  are  likely  within  the  next  5  to  10  years;  and  transit 
access  to  downtown  Boston  aloig  Washington  Street  is  likely  to  be  improved  by  the  year  2000,  as 
welL  Both  of  these  improvemaits  would  increase  the  attracting  power  of  |AnrHh^R^.tail  in  the 
market  analysis  model,  and  would  tend  to  divert  Roxbury  customers  from  Dudley  Square  to 
downtown  Boston.  For  Phase  n,  therefOTe,  An  Economic  E)evelopment  Strategy  is  proposed  on 
the  demand  side,  to  inaease  the  number  of  housdiolds  and  to  increase  incomes  in  the  Roxbury 
tradearea;  and  a  Unified  Development  Strategy  is  proposed  on  the  supply  side  to  reinforce  the 
effects  of  the  Phase  I  ^mni^^i;^  Action  Strategy . 

TTie  Dimensions  of  an  Economic  Development  Strategy 

a.  Assume  for  the  purpose  of  illustration  that  half  of  the  required  increase  in  sales  would  be 
goierated  by  improvements  on  the  demand  side,  and  half  would  be  genoated  by 
improvemaits  on  the  supply  side:  an  increase  in  sales  of  $  4.2  million  a  year  to  be  generated 
by  each  effort  to  make  a  total  increase  of  $  8.4  million. 

b.  Starting  on  the  demand  side.  The  nuorket  analysis  model  shows  that  retail  sales  at  Dudley 
Square  rq»resent  a  28.7  %  share  of  GAFO  &  Convenience  expenditures  in  the  trade  area. 
The  amount  of  $  42  million  in  sales  from  (a)  divided  by  28.7  %,  therefore,  calls  for  an 
additicmal  $  14.6  million  of  GAFO  &  Convenience  expaiditures  to  be  made  by  trade  area 
households. 

c      GAFO  &  Convenience  expaiditures,  in  turn,  represent  32  %  of  household  income.  The 
amount  of  $  14.6  million  in  GAFO  &  Convenience  expenditures  divided  by  32  %,  thaefore, 
calls  for  an  additional  $  45.6  nullion  in  household  income  in  the  trade  area. 
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Existing  Retail,  Consumer 
jj%?|  Services  &  Banks 
1^^  246,000  S.f. 


Phase  I  Additions 
35,000  s.f. 

Phase  II  Additions 
80,000  sJo 

Offices,  Organizations 


^  &  Institutions 
y</^   Other  Non-  Residential 
Residential 


j  Parking 
Open  Land 


d.  There  are  20,000  households  in  the  trade  area  in  1990.  The  average  income  pe"  household  is 
$  27,000.  If  all  of  the  additional  income  of  $  45.6  million  would  be  generated  by  additional 
households  with  income  characteristics  similar  to  those  in  the  trade  area  in  1990,  thai 

($  45.6  million  divided  by  $  27,000/household)  =  1,689  additional  households  required  over 
aperiod  of  10  years  to  support  half  of  the  increase  in  sales  targetted  for  the  Phase  n  retail 
development  program  by  the  year  2000.  This  works  out  to  an  average  of  170  households  a 
year,  or  a  modest  growth  rate  of  slightly  less  than  1  %  a  year.  Then,  assuming  that  some 
portion  of  the  required  increase  in  household  income  would  be  credited  to  existing 
housdiolds,  the  required  rate  of  households  to  be  added  would  be  somewhat  lower  than  170 
units  a  year.  For  preliminary  discussion  purposes,  therefore,  we  are  indicating  that  the 
addition  of  100  to  200  households  a  year,  at  current  income  levels,  will  be  required  in  the 
Roxbury  trade  area  to  provide  support  for  Ae  Phase  n  retail  development  program  at  Dudley 
Square  (see  TRADE  AREA  mq),  page  9). 

e.  This  rate  of  100  to  200  additional  housdiolds  a  year  implies  a  parallel  inoease  in  job 
opportunities  in  the  Boston  area  for  the  persons  who  would  be  creating  the  demand  for  ihe 
additional  housing  in  Roxbury.  Some  of  these  jobs  would  be  created  in  the  retail,  service  and 
office  establishments  to  be  developed  in  Dudley  Square.  The  increase  of  1 15,000  s.f.  of 
Rfftatli  COK^sumer  Services  &  Banks  q>ace  in  the  Phase  I  and  Phase  II  retail  development 
progr^ns  and  the  increased  business  in  Ae  existing  stores  and  services,  for  example,  would 
generate  300  to  400  retail  and  service  jobs  in  Dudley  Square.  Additional  openings  would  be 
created  in  offices  and  institutions  to  be  developed  in  Dudley  Square.  What  is  emerging  from 
these  preliminary  considerations  is  an  apparent  need  for  a  framework  to  weave  the 

strands  of  expenditures  and  sales,  of  supply  and  demand,  and  of  housing  and  jobs  into 
nothing  less  than  a  comprdiensive  Economic  Developmait  Strategy  for  Roxbury  that  would 
be  focused  on  Dudley  Square. 

The  concluding  section  of  this  report  identifies  a  course  of  action  on  the  supply  side,  to  be  pursued 
in  a  subsequent  report,  to  generate  the  other  $  4,2  million  in  increased  sales  required  to  support  the 
Phase  n  retail  progranL 

A  Unified  Development  Strategy 

The  increase  in  GAFO  &  Convenience  retail  sales  to  support  the  Hiase  I  retail  program  would  be 
generated  by  improvements  in  the  supply  side  alone,  as  described  in  the  !TF"^g^^at?  Ai^^ipn 
Strategy.  These  improvements  in  public  safety,  in  maintenance,  in  parking,  in  design,  and  in 
marketing  would  stimulate  an  increase  in  sales  of  at  least  10  %  over  the  Ml  share  sales  volume 
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calculated  by  the  market  analysis  model.  The  remaining  component  of  supply  side  action  available 
to  address  the  $  42  million  increment  of  sales  needed  to  achieve  the  Phase  n  targ^  amount  of 
$  58.0  million  is  morhandising.  The  single  most  effective  way  to  improve  the  paformance  of  a 
retail  center  is  to  introduce  an  exciting  retail  attraction  into  the  merchandising  mix.  This  might  be  a 
f^TP<;^iis-name  store,  such  as  Bloomingdale's.  or  5?^!^^  F^fth  A'^^'T^  "^  Neiman-Marcus.  which 
has  the  provoi  ability  to  attract  customers  from  an  eitire  metropolitan  area  to  a  single  location.  Or 
it  might  be  a  one-nf-a-kind  store  or  a  complex  of  stores  with  a  special  theme  that  may  be  at&active 
only  to  a  single  segment  of  the  market,  but  diat  would  attract  customos  in  that  market  segment 
from  an  oitire  metropolitan  area,  and  from  out  of  town,  as  well. 

Special  retail  attractitms  are  costly  necessities  for  successful  r^ail  caiters.  Developers  literally  buy 
famous-name  stores,  for  example,  to  enhance  the  values  of  thdr  retail  centers.  And  they  support 
Ibe  costs  of  these  attractive  acquisitions  by  deriving  high  teats  from  the  small  stores  in  the  retail 
caiters  that  benefit  in  turn  from  tiie  increases  in  customer  traffic  genwated  by  the  famous-name 
stores. 

A  famous-name  store  such  as  Rl<jnming^|f;!'^  is  likely  to  be  out  of  reach  for  Dudley  Square.  An 
alternate  possibility  is  proposed  for  consideration,  however.  This  would  involve  the  organization 
of  a  development  entity  that  would  have  the  ownership  structure  and  the  financial  capacity  to  offset 
the  costs  of  oeating  a  special-dieme-complex  from  income  derived  from  other  rent  paying  activities 
in  a  unified  development  project 

This  Unified  Development  Strategy  could  encompass  a  group  of  adjac«it  properties  with  multiple 
owners,  or  a  whole  city  block,  or  a  group  of  blocks.  It  could  involve  joint  development  action  with 
public  agencies  which  own  properties  within  a  block:  such  as  the  MBTA  at  Dudley  Station,  or 
the  BRA  at  Blair's  Foodland.  This  strategy  will  call  for  the  highest  degree  of  cooperation  among 
private  owners,  and  between  private  owners  and  public  agencies. 

The  Unified  Development  S^^?gy  will  be  tested  in  a  subsequent  report  in  this  continuing  effort  to 
revitalize  Dudley  Square  as  a  vital  commercial  and  community  center  for  Roxbuiy. 
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